Human-computer interaction
implicitly considered, and it provides users with information about the 88 actual preferences of their counterparts.
89
The present study aims to analyze how information presentation in 90 these alternative formats (table, history 
95
Using the NSS Negoisst [62, 63] , subjects were divided into three treat-96 ment groups using the three different representation aids on the nego-97 tiation process: a table, a negotiation history graph or a negotiation 98 dance graph.
99
The paper is structured as follows: a discussion of the cognitive fit making process for those using decision aids.
132
Complementing the cognitive fit theory, Paivio [48] [49] [50] proposes the 133 dual coding theory. This suggests that human working memory en- handling linguistic propositions using a parallel processing system).
141
Both methods are functionally interconnected at the referential levels,
142
so that an activity in one system can cause an activity in the other 143 system. The visual argument approach asserts that graphical displays 144 make less demands on human cognitive resources [34, 59] . According processing and environmental complexity has the shape of an inverted 161 "U" [65] , demonstrating that graphical aids allow users to gather more 162 information prior to reaching the critical point of information overload. [5, 6, 40] . Users sometimes prefer graphs to tables 264 due to their appealing format; they enjoy exercises and experience a 265 higher level of satisfaction [40, 43, 77] . Still, subjects do not always prefer 266 the most appropriate presentation format for the relevant task [20, 32] .
267
The most common and straightforward way to provide users of while all social interactions are processed simultaneously [1, 66] .
274
The most common way to present a negotiator's utility is via tables.
275
Tables contain negotiators' utility in numerical form (see Fig. 1 ) and 276 allow for an easy interpretation of the presented information. 1 
277
One way to visualize the negotiation process graphically is the his-278 tory graph (see Fig. 2 ), which has already been implemented in NSS 279 [63, 64, 82] . In the history graph, the factor "time" is represented on 280 the horizontal axis and negotiators' "utility" is on the vertical axis. Alternatively, literature proposes the use of the negotiation dance 299 graph [56] . In contrast to the history graph, the negotiation dance Table 1 ). To do so, a sophisticated NSS is required offering all of the 332 functionalities. their preferences on attributes to be negotiated and the system then 349 computes a utility function. Each offer is rated, and both negotiators 
can see in a glance how well they have already achieved their goals. If 
Hypotheses

371
In this section, we suggest six hypotheses. Hypotheses 1-3 refer to 372 expected differences between presentation formats, and hypotheses 373 4-6 refer to expected differences between information levels. 
reciprocity from the other party or to avoid being punished for unfair 404 behavior (e.g. [54, 87] 
495
In contrast to the history graph, the negotiation dance graph allows 
514
In summary, we expect more discussion about fairness and con-515 cession behavior when subjects are provided with utility information higher joint outcomes than those provided with the history graph.
530
We assume that the visibility of differences in utilities during the 531 negotiation process makes it more difficult to demand "the bigger 532
share of the cake" [60] . since data was not distributed normally.
627
In hypothesis H 1(a), we expect negotiators provided with a history 628 graph to exchange more information concerning the task at hand than 
those provided with tables. Thus, we look at the main category "ask or
630
give priority information" including the subcategories "request priority 631 information," "request product information," "give priority informa-632 tion," "reveal personal information," and "clarifications." The three
633
former subcategories represent the exchange of information about the 634 characteristics of issues at hand and the decision maker's preferences.
635
The subcategory "reveal personal information" focuses on personal 664 U = 658.5). Therefore, hypothesis H 1(c) is supported.
665
In H 1(d), we hypothesize that negotiators provided with a history 666 graph make more concessions than those provided with a table.
667
When comparing the median values of the main category "make con-668 cession," it is obvious that users supported with tables assent more 669 often. We tested this hypothesis in the opposite direction and find 670 weak support (p= .060 U = 669.0). However, we have also examined 671 the issues for which negotiators are prepared to make concessions.
672
We look at how these concessions are framed, i.e. as an unconditional 
682
With regard to hypothesis H 1(e), the analysis of the main category
683
"use tactics" shows that, supporting our hypothesis, subjects of the 
738
When comparing the quality of agreements, we find that negotia- negotiation behavior compared to negotiators who have access to the 3 We also tested the data for differences in the distribution of communication units
with regard to nationality of subjects but found no significant differences. 
805
In general, these results also suggest that the implementation of 
820
Our study delivers interesting insights, but it faces some limitations.
821
The student sample limits the generalizability of our findings. Positional offer lockout option effect of additional information provided to users. The present study shows that the amount of information provided to negotiators leads to either more cooperative or more competitive behavior. Future studies should investigate the impact of different types of information implemented in different information displays. Considering the process of information gathering, future investigations also need to examine the effect of dynamic decision aids at different stages of decision making. A particular focus should be placed on the stages in which information is acquired and in which the information is evaluated. The issue of time duration of the experiment must be taken into account [51] . The effects of additional support provided by graphical aids are often seen as a trade-off between the benefits of minimizing errors and the cognitive effort or time needed in a particular task environment [22] . In the present study, there was an imposed time deadline for all users, thus the variable time was kept constant and all impacts could be considered only with regard to proxies for the quality of decisions. Raiffa [56] argues that a negotiation resembles a dance of negotiation partners. We have demonstrated with this study that there is no straight answer to the question "Shall we dance?" Rather the results suggest that the answer depends on the partners' aims (efficiency vs. fairness) quantitative vs. qualitative outcomes (utility vs. satisfaction), to dance or to skip the dance.
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